1969 Editorial Index 





ADVERTISING: 


Follow through necessary in successful 
ad program 

Challenging the discounter 

New feed mill adds ‘balancing effect’ to grain and 
fertilizer business 

Advertising pays, even in small town 


AGRICULTURAL CHEMICALS: 


Herbicide toxicity guide i 
Benefits of using pesticides with liquid fertilizer. .. . Feb., 
A summer gap-filler that can make year-around 
profits for you 
Pesticides: Where does the farmer get information and 
why does he buy from certain dealers? 
Information, demonstration, service 
A case study: Price cutting of farm chemicals 
Pesticides production is booming; herbicides 
show greatest increase 


ANIMAL HEALTH: 


Dealer is important link in animal health 
programs 


Major articles which appeared in Farm Store Mer- 
chandising in 1969 are indexed by subject matter 
and listed in chronological order of appearance for 
reader convenience. 


Dissecting the vet's role in health product 
distribution 


ANIMAL HEALTH PRODUCTS: 


Texas dealer says farm calls build health product 
sales 

Kansas dealer injects life into health product sales.Oct., 

Dissecting the vet's role in health product distribu- 


CASE HISTORIES: 


Remodeling stirs new sales 

Partial remodeling proves least costly expansion .. 

A garden center in a farm store? 

Three keys to successful fertilizer merchandising: 
Promotion, product knowledge, good equipment. Jan., 

Added co-op facilities meet changing times 

‘, . . Sales just keep going on' 

a oo says farm calls build health product 
sales 

A summer gap filler that can make year-round 
profits for you 

Expansion-minded firm develops new outlets 

Small town is site for success 
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Brady of Nebraska leads life of diversification .. 
Information, demonstration, service 

"It's not only a business, but a way of life’ 
Home-grown rules help business thrive 

A fertilizer program worth $600,000 a year 
Challenging the discounter 


For lime spreading service: Why send customers 
elsewhere? ‘ 


New feed mill adds ‘balancing effect’ to grain and 
fertilizer business 


Five years of expansion 
Selling with pictures 


Local grain handling a $2.3 million business for 
Minnesota cooperative 


Veterinary, horse supplies round out Quincy, Ill., 
dealer's main lines 


Modern 'ag' complex, 10 departments patterned for 
farmers, suburbanites 


‘Chance’ feed mill owner doubles feed tonnage ... 

Personal contact program reaches today's feeder . 

Add new departments for added business 

Full-time fertilizer manager sparks Wisconsin deal- 
er's program 

Complete ‘confidence’ program creates fertilizer 


. .Feb., 


Modernization, additional lines net a neat 15% 
sales increase 


Johnson & Johnson builds a ‘liquid’ dealership ... .Sept., 
TSC's marketing policies and franchise program . .Sept., 


New Mexico fertilizer dealer converts knowledge to 
profits 


Feed mill remodeled, sales up six-fold 
Minnesota dealership off to red hot start 


Kansas cooperative adds products to fill needs of 
2,000 customers 


Diversification, service lead the way for successful 
farm store operation 


Kansas dealer injects life into health product sales. Oct., 
Farmers speak out about their dealers 


Gerbers of Indiana: A twin approach to feed 
profits 


Dealer contract layer program lifts poultry feed 
sales to No. 

Wisconsin firm gives dairymen, hog men feeding 
flexibility 

Fresh eggs perk up in-store traffic, Texas farm 
store's sales anditohe 


Grain, seed and fertilizer make up merchandising 
team for Seminole, Texas, dealer 


CREDIT: 


A banker's solution to dealer's accounts receivable 
problems 


Credit information bill is effective July | 


CUSTOMER RELATIONS: 


Pricing for customers 
Farmers speak out about their dealers 


DEALER PROBLEMS: 


Should feed men diversify? 

Can you afford delivery service? 
Who should pay for fertilizer marketing services? . .Feb., 
How do you serve the corporate farm? 
Local elevators: Under-financed? Under-managed? Mar., 
A banker's solution to dealer's receivable problems. Apr., 
Pricing for customers 

A case study: Price cutting of farm chemicals .... 


Fertilizer spreader maintenance may cost more than 
you think 
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EDITORIALS: 

Price fixing 

Sales hit $479,800 

Why cheapen pesticides? 
Blenders an action group 
Employee handbook needed 
Don't wait for luck 

A job to be done 
Togetherness needed 
Pesticides on trial 

A facelifting job 

Pricing pressures 


PPPPPPPPPPP 
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EMPLOYEES: 


Information, demonstration, service 
Employee treatment is key to motivation 


Quality control: What you and your employees 
should be doing for it 


Pointers on preparing an employee handbook .... 


Gerbers of Indiana: A twin approach to feed 
profits 


FARMER CUSTOMER SURVEY: 


Pesticides: Where does the farmer get information 
and why does he buy from certain dealers? ...Mar., 


1969 buying intentions of Minnesota farmers ....Mar., 
Farmers speak out about their dealers 


FEED: 
Should feed men diversify? 


Dealer interest growing in liquid feeds 
Feed mill trends 


New feed mill adds ‘balancing effect’ to grain and 
fertilizer business 


Quality control: What you and your employees 
should be doing for it 


Five years of expansion 
‘Chance’ feed mill owner doubles feed tonnage ...July, 


Truth in Lending Law: Pennsylvania feed dealers ask 
for regulation relief 


Feed mill remodeled, sales up six-fold 


Gerbers of Indiana: A twin approach to feed 
profits 


Dealer contract layer program lifts poultry feed 
sales to No. | 


Wisconsin firm gives dairymen, hog men feeding 


flexibility 


FERTILIZER, SOIL CONDITIONERS: 


Three keys to successful fertilizer merchandising: 
Promotion, product knowledge, good equipment. Jan., 
A fertilizer service program: Its value and costs . .Feb., 
Fall nutrient application gaining in popularity ....Feb., 
Benefits of using pesticides with liquid fertilizer ..Feb., 
Who should pay for fertilizer marketing services? .Feb., 
Fertilizer and banking businesses don't mix 
Sales stupidity or why do we give it away? 
An analysis of fertilizer distribution costs 
A fertilizer program worth $600,000 a year 


For lime spreading service: Why send customers 
elsewhere? 


PPVPPPPPP 


?? 


Sixth annual fertilizer equipment quide 

Full-time fertilizer manager sparks Wisconsin deal- 
er's program 

Various conditions determine fall application of 
nitrogen 

Johnson & Johnson builds a ‘liquid’ dealership 


? 


...Sept., p. 10 


January, 1970 
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New Mexico fertilizer dealer converts knowledge 
to profits 

Diversification and service leads the way for the 
successful farm store operation 

Fertilizer spreader maintenance may cost more than 
you think 


Grain, seed and fertilizer make up merchandising 
team for Seminole, Texas, dealer 


FINANCING: 


What your banker needs to know when you apply 


A fertilizer service program: Its value and costs . .Feb., 
Who should pay for fertilizer marketing services? . .Feb., 
Fertilizer and banking business don't mix 
Local elevators: Under-financed? Under-managed? Mar., 
Fertilizer service costs: An evaluation 
Fertilizer spreader maintenance may cost more than 

you think 


GRAIN HANDLING: 


Added co-op facilities meet changing times 

Five years of expansion 

Local grain handling a $2.3 million business for 
Minnesota cooperative 

Grain, seed and fertilizer make up merchandising 
team for Seminole, Texas, dealer 


HORSE SUPPLIES: 


Remodeling stirs new sales 
Pleasure horse market growing 
‘It's not only a business, but a way of life’ 


Veterinary, horse supplies round out Quincy, IIl., 
dealer's main lines 


MANAGEMENT: 


Sound management provides good breaks 

Dealer interest growing in liquid feeds Feb., 

Farmers ready to be sold on handling system ....Mar., 

Manufacturer service to dealers helps all profit ..Mar., 

Pleasure horse market growing 

Quality control: What you and your employees 
should be doing for it 

A good manager is many things, but 

Pointers on preparing an employee handbook .... 

Pricing for customers 

Chain saws—Sales up, weight down 

Farm supply store management: A _ performance 
evaluation (Part |. Introduction and back- 
ground) 

Farm supply store management: A performance 
evaluation (Part Il. Characteristics of firms and 
managers) 


Farm supply store management: A performance 
evaluation (Part Ill. Managerial activities) ... 


POWER EQUIPMENT: 


Chain saws—Sales up, weight down 
All-terrain vehicle sales: How high can they climb? Aug., 


PROMOTION: 


"It's not only a business, but a way of life’ 

Challenging the discounter 

Selling with pictures 

Co-op advertising, promotion guidelines now in 
ettect 

Modern ag complex, 10 departments patterned for 
farmers, suburbanites 

Add new departments for added business 

Full-time fertilizer manager sparks Wisconsin deal- 
er's program 

Complete ‘confidence’ program creates fertilizer 
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Pilot projects aid dealer development 

TSC's marketing policies and franchise program .. 

Minnesota dealership off to red hot start 

Diversification, service lead the way for successful 
farm store operation 

Kansas dealer injects life into health product sales. Oct., 

Dealer contract layer program lifts poultry feed 
sales to No. | 

Wisconsin firm gives dairymen, hog men feeding 
flexibility 

Fresh eggs perk up in-store traffic, Texas farm 
store's sales multiply 


REMODELING, EXPANSION: 

Remodeling stirs new sales 

Partial remodeling proves least costly expansion . 

Added co-op facilities meet changing times 

Expansion-minded firm develops new outlets 

New feed mill adds ‘balancing effect’ to grain and 
fertilizer business 

Five years of expansion 

Add new departments for added business 

Modernization, additional lines net a neat 
sales increase 


SEED: 


Expansion-minded firm develops new outlets 


Modern ‘ag’ complex, 10 departments patterned for 
farmers, suburbanites 
‘Chance’ feed mill owner doubles feed tonnage ...July, 


SERVICE: 


Can you afford delivery service? 

A fertilizer service program: Its value and costs .. 

Who should pay for fertilizer marketing services? . 

Manufacturer service to dealers helps all profit .. 

Industrial spraying jobs around for the asking .... 

For lime spreading service: Why send customers 
elsewhere? 


Diversification, service lead the way for successful 
farm store operation 


Farmers speak out about their dealers 


SURVEYS: 


Pesticides: Where does the farmer get information 
and why does he buy from certain dealers? ...Mar., 


1969 buying intentions of Minnesota farmers ....Mar., 
Dissecting the vet's role in health product distribu- 


Fertilizer spreader maintenance may cost more than 
you think 


TRENDS: 


Fall nutrient application gaining in popularity ....Feb., 
Benefits of using pesticides with liquid fertilizer . .Feb., 
Dealer interest growing in liquid feeds 


Pesticides: Where does the farmer get information 
and why does he buy from certain dealers? ...Mar., 


Farmers ready to be sold on handling system ....Mar., 
1969 buying intentions of Minnesota farmers 
Pleasure horse market growing 

Industrial spraying jobs around for the asking .... 
Feed mill trends 

Pricing for customers 

Chain saws—Sales up, weight down 

All-terrain vehicle sales: How high can they climb? Aug., 
TSC's marketing policies and franchise program . .Sept., 
THE lowa farm 

Dissecting the vet's role in health product distribu- 
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January, 1970 





